THE ULTIMATE GUIDE TO
SUCCESSFULLY INTEGRATING A
COMMERCIAL AGENT

This ebook provides businesses with a comprehensive guide for hiring
independent commercial agenfs.
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UNDERSTANDING
COMMERCIAL AGENT

Commercial agents, often called agents or
manufacturers’ agents, are individuals or entities
responsible for selling a company's products or
services.. There are various types of commercial
agents, each serving specific roles within the sales
process.They typically work on a commission basis
and have greater autonomy in how they conduct
their sales activities.
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Direct sales employees Independent
agents commercial agents

They are employees of the They are self-employed
company who receive a individuals who sell products
regular salary, often or services on behalf of a
supplemented by bonuses or company but are not
commissions based on their considered employees. They
sales performance. They typically work on a

work directly for the commission basis and have

company and are part of greater autonomy in how

the internal staff. they conduct their sales
activities.
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ASSESSING
READINESS

When is your business ready to

hire a commercial agent ?

Make sure your goals are clearly
defined

Before hiring commercial agents, it's
important to have well-defined goals.
These should include specific revenue
targets, customer acquisition objectives,
and market penetration plans. Clear
goals provide a roadmap for your sales
team and ensure that everyone is
aligned with the company's strategic
vision.

Have an efficient lead generation
process

Many commercial agents rely on their
knowledge of local customers to
generate leads. However, an efficient
lead generation process can maximize
the productivity of your sales teamA
steady flow of high-quality leads through
your marketing efforts, partnerships, or
other channels helps your agents have
the necessary resources to convert
prospects into customers.
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Using a readiness checklist can help you
systematically evaluate whether your
company is prepared to hire commercial
agents. Consider the following points in
your checklist:

e Do you have a defined sales process?

e |sthere a consistent volume of leads?

e Have you identified clear sales
targets and goals?

e |s your product or service ready for

scaling?
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Identifying the right time to hire commercial agents

Your company is ready to grow
What are the signs that your business is ready to grow ?
e Ability fo produce the products or deliver the services you sell to customers at a faster pace if
necessary.
e Automatic lead generation process
e A plan for customer support
e A way to analyse and measure sales success

You need faster market penetration

Independent commercial agents can help speed up your market entry by leveraging their
existing networks and relationships, allowing for faster customer acquisition than if you were to
build a sales team from scratch.

You want to minimize risk and commitment
e Since agents are typically commission-based, hiring them minimizes the financial risk
compared to hiring full-time employees with fixed salaries and benefits.
e Hiring independent commercial agents allows you to test new markets or products without the
long-term commitment required for hiring permanent staff.
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PREPARING FOR

Set terms for your ideal
candidate

Define clear terms for both minimum
and preferred qualifications,
including relevant experience,
education, and specific skills. This
helps filter out unqualified
candidates, ensuring you only
engage with those who can fulfill the
role's responsibilities effectively.

Defining clear roles and
expectations

Establishing clear roles and
expectations is critical for successful
integration. Outline specific
responsibilities, targets, territories,
and daily activities for each agent.
This clarity aligns everyone with the
company's goals and minimizes
confusion.

Have the right sales tools

ready to be used

Equip your sales team with essenfial
tools, such as CRM software,
communication platforms, and
analytics tools. These tools enhance
efficiency, streamline workflows, and
provide valuable insights into sales
performance, helping reps achieve
their targets.

Have resources and
support ready to be
provided

Prepare comprehensive training
programs, onboarding materials, and
access to mentors or managers for
new commercial agent. Regular
check-ins and feedback sessions can
help them adjust to their roles and
continuously improve their
performance.
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HOW AND WHERE TO FIND
A COMMERCIAL AGENT?

Finding the right independent commercial agent is crucial for the success of

your business. Here's a clear and concise approach to locating and
partnering with a qualified agent.

Partnership description Required skills and experience

Role definition Sales experience

Clearly outline the role of the Look for candidates with a proven track
commercial agent, emphasizing record in sales, preferably in a related
responsibilities. industry or selling similar

Commission structure products/services.

Detail the commission-based

compensation model, including rates and Customer relationship management
terms, to ensure alignment of incentives Ability to build and maintain strong
between your company and the relationships with prospects and clients,
commercial agent. understanding their needs and effectively

communicating value propositions.
Support and resources

Highlight the support you'll provide, such Negotiation skills

as product training, marketing materials, Proficiency in negotiating terms and

and lead generation tools, to empower closing deals, overcoming objections,

the agent in their role. and managing a sales pipeline
efficiently.

Industry knowledge

Familiarity with your industry, competitors,
and market trends to effectively position
your product/service in the marketplace.

Leveraging Professional Networks (IUCAB)

Benefits of IUCAB platform

IUCAB, a leading B2B platform that connects manufacturers and suppliers with commercial
agents worldwide. The platform provides various tools to refine searches and connect with the
most suitable agents for your product and market.

IUCAB offers legal advice and assistance
IUCAB helps clarify legal matters, ensuring that both parties navigate the complexities of
international sales agreements with confidence.

Access to the largest global network
IUCAB offers access to the largest global network of independent commercial agents, making it
a powerful resource for manufacturers looking to scale their operations through expert agent.
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ON-BOARDING
PROGRAM TEMPLATE

Hiring a commercial agent, whether employed or independent,
doesn't end when the ideal candidate is selected. The
onboarding process is an essential extension of hiring, ensuring
that the new agent is well-integrated into the company's culture,
equipped with the necessary tools, and fully prepared to meet
performance expectations.

This template is designed to guide you through the onboarding
process of new sales team members
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[Agent’s name] On-boarding plan

Welcome to [Your Company Name]! We're
thrilled to have you join our team. This
onboarding plan outlines the key steps and
resources to help you get started and succeed
in your role. This document is a guideline and
will evolve as you progress in your position.

Training [Insert Start date - End date]

Department/Role/Region: [Insert]
Manager/Reporting To: [Insert]
Department Head: [Insert]
Coach/Mentor: [Insert]

Product introduction Sales process and expectations
e Company overview e Existing sales process overview
e Product training e Performance Expectations:
o Key features, benefits, and competitive o Sales targets and goals.
advantages. o Commission structure and incentive details.
o Pricing structure and discounting policies. o Reporting and communication
o Any technical details or specifics the expectations with the company.

agent should know.
e Sales materials : brochures, ressources,
content...
e Market positioning :
o Target audience and customer profiles.
o Key competitors and differentiation

strategies.
People to meet Suggested reading
Name: [Employee’s Name] e [Company culture and policies]
* Role: [Employee’s Role] e [Product information and competitive
e Talking Points: [Key discussion points to landscape] )
make the meeting productive] e [Sales process and techniques]

Ressources

¢ Mentors and Managers: [List of mentors and their contact information]
¢ Sales Training Videos: [Link to training videos]

e Sales Call Recordings: [Link to call recordings]

¢ Additional Resources: [Links to useful documents and guides]
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CHECKLIST FOR HIRING INDEPENDENT

COMMERCIAL AGENTS

Hiring independent commercial agents can significantly enhance your sales
team's flexibility and reach. To ensure a smooth onboarding process and set
them up for success, follow this comprehensive checklist.

Internal checklist for onboarding independent commercial agent

Collect contact details : Collect contact details :

D Full name D Contractor agreement

D Phone number D Non-Disclosure Agreement (NDA)

D Email address D Intellectual Property (IP) Agreement

D ID or EIN number D Data Protection Agreement (if applicable)
D CV and / or references to past work D Non-Compete Agreement (if applicable

Collect and share payment
information

D Bank account details
D Preferred payment method
D Requested currency

D Ensure receipt or proper tax
documentation

IUCAB tip

Ensure all steps and documentation are recorded and accessible
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CHECKLIST FOR HIRING INDEPENDENT

COMMERCIAL AGENTS

Hiring independent commercial agents can significantly enhance your sales
team's flexibility and reach. To ensure a smooth onboarding process and set
them up for success, follow this comprehensive checklist.

Points to cover with independent commercial agent

Provide company background and objectives :

e Overview of the company

e Business goals and objectives

e How their role contributes to the company’s success

Define milestones, deliverables, and deadlines

e Key milestones and objectives for their role

e Specific deliverables and expected quality

e Deadlines and fimelines for each task or project

Align expectations regarding payment terms
e Payment schedule (e.g., per project, monthly)
e Payment methods (e.g., bank transfer, PayPal)
e Currency and any applicable taxes or fees
Expected payment turnaround time

Establish communication rules

e Preferred communication platforms (e.g., Slack, email, phone)
e Frequency and format of updates and check-ins

e Points of contact for queries or support

Provide feedback after first milestone

e Detailed feedback on the initial work completed

e Specific areas of improvement or adjustments needed

e Clarifications on expectations and deliverables for future milestones
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MANAGING INDEPENDENT
COMMERCIAL AGENT

Managing independent commercial agents effectively can
significantly enhance your business's reach and revenue. These
reps, with their extensive market knowledge and connections,
open new avenues for brand expansion. However, managing
them requires a strategic approach to ensure mutual success.

Product knowledge

Enhancing product knowledge is crucial for the success of your independent commercial agent Equip them with
a comprehensive understanding of your products through engaging storytelling and regular updates. Share
promotional literature and consider leveraging technology by developing dedicated apps for your commercial
agent or have an interactive documentation with a tool such as Notion for example.

Training and development

Continuous training is key to maintaining the effectiveness and growth of your independent commercial agent.
While these reps may be skilled in bringing in business, regular training helps them stay updated and improve
their abilities. Prioritize product training to ensure reps are well-versed in the benefits and features of your
products. Additionally, focused training can help underperforming reps enhance their selling skills.

What are the strengths and weaknesses of your sales team?

Which key areas will the training focus on?

How will the training enhance the product knowledge of your commercial agent?
Will the training enable your reps to compete more effectively in the market?
How frequently should the training be conducted?

What resources are needed to make the training productive?

Well-defined commission structure

A transparent and well-defined commission structure is essential for building trust and motivating independent
commercial agent. Understand that these reps are driven by the potential fo maximize their earnings. Therefore,
offer a market-competitive commission to encourage sincere efforts in selling your products. Be clear and honest
about the commission details, ensuring reps know exactly how much they will earn from each sale. Establishing a
clear commission agreement fosters a healthy and trustworthy relationship, which is vital for long-term success.
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Hiring the right commercial agents, whether employed or independent,
is a critical step toward driving your business's growth and success.
However, the hiring process does not end when the ideal candidate is
found. Effective onboarding is an essential part of the hiring process,
ensuring that new commercial agent are well-integrated into your
company and equipped with the knowledge, tools, and support they
need to excel in their roles.

Manufacturers can contact the relevant country associations through
IUCAB for localized support in finding the right agent. Reach out to
IUCAB today to leverage their expertise and facilitate the integration
of commercial agents into your sales strategy.
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